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INFORMASHOW 
INITSELF.... 


HE MAY and JUNE ISSUES of The 
EXECUTIVE PURCHASER will go not 
only to all who attend the Nineteenth Interna- 
tional Convention of the National Association 


of Purchasing Agents, but to more than eight 
thousand others who will not attend. 


If you are exhibiting in Cleveland June 18 to 21, 
augment your display with a permanent record. 


If you are not exhibiting, take your strongest 
message to your best prospects -- the men who 
spend approximately twenty billions annually! 


CO 
“ti Creculive 
PURCHASE R 


is the only NATIONAL magazine for purchasing 
agents. It is the ONLY publication that will give 
you Convention coverage as well as National cover- 
age, and in a dignified, essential editorial atmosphere. 
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EDITORIAL 











OMETHING happened just now. It upset 
all our plans. We were just looking back 
over the past winter with the idea of finding 
something good and big and significant to write 
about when we suddenly realized we would 
Not that plenty 
didn’t happen last winter that could bear a bit 


have to change our mind. 


of discussion, for it did. In fact the past few 
months literally have been crammed with good, 
solid, substantial material for discussion. Take 
the winter itself, for instance: 


In the first place it was tough, uncommon 
tough. It was the kind of a winter that gets 
itself talked about in later years by old men 
who observe with a sigh and a waggle of the 
head, ““We don’t have winters now like we had 
in them days.”’ For the first time since 1600- 
and-something when the Pilgrims were still 
dodging redskins in their backyards, Boston 
harbor froze over. Blizzards swept the country 
from stem to stern, our grandfather spent his 
Florida vacation muffled to the ears in a hotel 
bed, and New York spent unprecedented mil- 
lions for snow removal. It was a hard winter 
all right, and well worth consideration. But 


we can’t write about it. 


Then there was repeal. Last winter was the 
first winter in fourteen years that a man could 
cope internally with the cold weather without 
that half furtive, half reckless feeling that he 
was, by every legal standard, a wanton law- 
breaker. Certainly repeal was a notable mile- 
stone in the social adjustment of the country: 
but we can’t write about it. 


The air mail — there’s a live, controversial 
subject. Cancellation of those contracts and 
the subsequent taking over of mail routes by 








the army brought a deluge of letters pro and 
con to Washington that would make a Broad- 
way Homecoming look like the regular weekly 
cleaning of mother’s pantry. Everyone has an 
opinion on the subject of the air mail, reams 
could be written about it, but we are sorry: 
we will have to let it pass. 


Announcement was made by President 
Roosevelt last winter that he intended to spend 
money for recovery and spend it in large 
chunks. In fact he planned to spread around 
just about $10,000,000,000 between then and 
June. Citizens and congressmen promptly 
swooned — citizens from shock and congress- 
men from trying to compute $10,000,000,000. 
What a chance, what an opportunity to write 
something stirring and constructive on how the 
government should spend that ten billion. And 
we can’t write about it. 


Then there were the automobile strikes and 
the Weirton Steel case and the Budd Wheel 
controversy, all material of the first water. The 
sensational Wirt charges of a brain-trust plot 
to Kerensky the President and Stalinize these 
fair United States of ours; the recent note- 
worthy pickups in retail sales, automobile pro- 
duction, electric power consumption; the great 
success of the Industrial Products Exhibit of 
the Milwaukee Association of Purchasing 


Agents, where thousands thronged Hote! 
Schroeder to view the displays of 130 manu- 
facturers and nearly 600 sat down to the ban- 
quet; any of these would have made the finest 
kind of material for an editorial. But we can’t 


write about them. As we said earlier, some 
thing happened just now. 


We've got Spring Fever. 























Paae 4 














\ cr —_— iat aes 
That NewV. D.Tool Steel | Intricate Plate Burning at | { Copper, Bess and Non. 
is a Remarkable Product a Large Saving in Time and | | Ferrous Metals 
A Special Process Too! Steel Cost Send Drawings for Estimate | J Immediate Shipment 
ciddads chanioieaiil ]- = 
” ow Better achj shinabilay 
in Stainle, na ility 
Perit in wer, stings 
Erayd 
ydo. —. 
Silver A] “ Copper, Sie 








a | Byer, | li a 
ZY / Sh : Gen vine Wroy ght t Iro on aie. 


Cet \ 
$ and Pla lates, Billet and Be in| 
rs 
Cold Drax om ites 
in the Fy ll Renge — Tubing 


NEW EDITION includes the newer steels, special 
alloys and other metals for special purposes. More 
than two hundred pages of information on stocks, 
weights, load, strength and other data tables, prices, etc. 
» » » 


You will find data on the materials you use—and per- 
haps there is a newer steel that might do your job 
better and save money. Ryerson will be glad/'to 
check up on the application. 

@ /f you have not received a » » » 


copy of this Ryerson Stock List, If you have any special problem or particular metal 


on which you would like information, ask the Ryerson 
plant will bring it by return mail. special steel men to work with you. 


a card to the nearest Ryerson 


JOSEPH T. RYERSON & SON, Inc., Chicago, Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, Buffalo, Boston, Philadelphia, Jersey City 
























































oes 


az 
Loe RP a Ra 


fo Ri POR BOE I 





fears the 


TT] E 
+ 
ITTLE 


COC les. 


Business 
You can’t be in Wash- 
ington very long without becoming 
acutely conscious of that fact. It 
crops up every day from new and 
unexpected angles. And while in 
many, perhaps in most, cases, the 
fear is anticipatory rather than 
based on actual developments, it is 
nevertheless very real. 

Those of us who have’ been 
charged with safeguarding the 
buyer’s or consumer's interests, 
are likely to feel that the consumer 
plays the most helpless role in the 
recovery program, having no voice 
in the initial formulation of the 
code and only indirectly participat- 
ing in its later administration. But 
that is not altogether true. The 
buver has numerous means at his 
disposal to adjust himself to the 
new business order. If he is an 
industrial consumer he has the op- 
portunity of passing along the 
added expense; in fact, the cost- 
recovery clauses of many codes re- 
quire him to do so. It he is an 
ultimate consumer, he has the priv- 
ilege of refusing to buy. 

It is the ever-present threat of 
a buyers’ strike that is helping to 
keep the program in some sem- 
blanee of balanee. If through sheer 
inability to buy, or through an 
aroused public sentiment, the buy 
ing ¢lass should some day assert 
itself as a reealeitrant majority, 
the whole program would forth- 
with collapse, and that is an end 
which neither buyer nor seller, and 
least of all the 


Wants to see. 


administration, 


PROTECTION 


But Little Business has no such 
Weapons of passive defense. — It 


must continue to produce in order 


THE LITTLE FELLOW 


Where does he fit into the New Deal picture ? 


by 
STUART F. HEINRITZ 


to live, and it fears for its very 
existence. 

The administration is committed 
to the cause of protecting the small 
enterprise. It has written into the 
Recovery Act and into all codes the 
principle that nothing must pro- 
mote 


monopoly or  monopolistie 





MATAR 


STUART F. HEINRITZ 


practice. And that principle is not 
lightly regarded. It has insisted 
that every unit of a codified indus- 
try, no matter how humble or ob- 
seure, Shall have an opportunity to 
present its ease in public hearing. 
It has set up a Review board to 
examine the effects of the codes on 
Little Business, and has drafted as 
chairman of that board Clarence 
Darrow, the man who has achieved 
greatness as a champion of the 
little man. 


Industry, by and larg 
recognized the little fe 
to live. True, this has 
been in the nature ot 
vesture, and sometimes 
to existence has been 
rowly cireumseribed in 
sive philosophy of the 
tors. True, also, that tol 
been frequently disturb: 
noyed by petty instances 
compliance. The bie 
steel and the automot 
make the headlines, bu 
great mass of minor inf 
the less serupulous ot 
operators that are cloggin 
of the Compliance divis 
minutes of the code 
However, with a few el: 
tions, and aceording 
rather dim lights, Big B 
tried to find a place in 
for its little brother 


PREDICAMENT 


The unfortunate faet 
less remains that the ge 
ing-out of competitive 
which is the essence of NR 
phasizes rather than dim 
gap between large and sn 
prise to the inevitable 
and disadvantage of th 
becomes more and mor 
that such a result is inhe 
plan. 

In the basic matter 
ministration the small 
himself hopelessly outyv: 


has representation ot 
thority it is probably px 
a minority interest r) 
both necessary and 

democratie scheme, but 
the less fraught w 

him. We must proceed 
sumption that the codes 
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LITTLE BUSINESS: 


honestly and equitably adminis- 
tered; if not, we are beaten betore 
we start. But we must also con- 
ceive of the governing body as an 
impartial administrative agency re- 
garding only the interests of the 
industry or trade as a whole, not 
as a group of lobbyists, personal 
representatives of their particular 
constituents within the group, 
striving for individual advantage. 
And this is a philosophy that has 
not vet been achieved to any not- 


able extent. 





BIG BUSINESS: 


GENERAL MOTORS 


“a wild boar” 


In the matter of cost accounting, 
which many codes prescribe as the 
basis of price control, there is ad- 
mittedly a large job of education 
to be 
smaller units. 


accomplished among the 
That has long been 
recognized as a useful undertaking 
to be sponsored by trade associa 
tions. It is entirely within the 
scope of the broader trade group, 
reaching every unit of a codified 
industry, to develop and suggest 
adequate methods for cost-finding 


as a means of fairer and more in 


ACME 


“His Grace, the Duke” 


But too fr 
quently it has resulted in the fo: 


telligent competition. 


mulation of a system so intrieat: 
and detailed as to be not only ii 
capable of application to the smal! 
enterprise but burdensome beyond 
the little man’s physieal or finan- 
cial capacity. 

The principle of business in a 
goldfish bowl, with voluminous re- 
ports on labor, hours of operation, 
orders, production, deliveries, and 
the like, has much to commend it, 
but here again there should be some 
diseretion. The little man sees his 
cherished confidential information 
spread before a board of his power- 
ful competitors. Be they ever so 
conscientious in their survey of 
that information, the impression is 
bound to be an indelible one. Some- 
times the strength of his ecompeti- 
tive position has been in appearing 
greater and more influential than 
the cold figures might disclose to 
be the facet. 


of his profitable operation has been 


Sometimes the secret 
in the eultivation of a privately 
developed market which is forth- 
with thrown open to all comers. 


OPEN PRICES 


The uniformity of prices which 
results from open-price filing, and 
the less desirable fixed minimum 
prices resulting from the numerous 
variations of the ‘‘reasonable cost ”’ 
formula, both tend to deprive him 
of his most 


potent competitive 


weapon. Little business generally 
sells on price, and must rely on 
price appeal to offset the advan- 
demand and 


tages of the wider 


readier acceptance that accrue to 


nationally-known brand names and 
intensive promotional effort. The 
economies of organization, produe- 
that 
him to maintain that price advan- 


tion and distribution enable 


tage are hard won, the result of 
ingenuity, application and sacrifice. 
In pre-code days they might have 
resulted from hard-driving exploi- 
tation of labor, but that is happily 
a thing of the past, or will be when 
the compliance machinery is fully 
in motion. 

If he is forced to raise his price 
to meet an arbitrary minimum, it 
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is small comfort to count the ad- 
ditional profit per sale, for at equal 
prices the sales will go to his better 
known competitors. If, as is more 
frequently the case, he merely posts 
his lower price as a target for his 
larger and finaneially stronger ¢om- 
petitors to meet, as they are per- 
mitted to do without violating the 
code even if it means taking busi- 
ness at a loss, the eventual result 
is the same though arrived at by a 
more painful process. The only 
remaining alternative is to under- 
take competition on the same level, 
which generally means assuming 
the expense of promotional organi- 
zation and effort which Little Busi- 
ness ean ill afford. 


CHOICE 


An apt illustration was cited in 
a recent complaint hearing on this 
very point. Operating on the fixed 
minimum price, the small concern 
was likened to a wild boar driven 
in by the royal beaters to an open 
glade close by the palace, where the 
Duke, in 
could raise his eross-bow, aim, and 
Under the 
open-price system, the boar, if he 
liked, could take to the 
depths with the portly duke in hot 
pursuit. 


(rand cushioned ease, 


annihilate his prey. 


forest 


The outeome might still 
be the same, but his grace would 
have rather a more uncomfortable 
time of it and would probably lose 
a few pounds of surplus weight in 
the process. 

The tale is admittedly told from 
a biased viewpoint, but it has more 
than a germ of truth. Again, all 
small producers are not necessarily 
low-cost producers, but more of 
that anon. 

The 


generally borne more heavily on 


increased labor eosts have 
small coneerns than on the large 
ones, not 
pavroll 
output. 


in dollars and cents in 
statistics, but relative to 
This statement is based on 
a thorough study of plant meehani- 
zation, whieh has reached a meas- 
urably higher degree in large-seale 
enterprise with the result that the 
ratio of labor cost, already high in 
the smaller company, is dispropor- 
tionately inereased. 





SMALL COAL MINE — Thy name is legion 


detail as uniform 


discounts, 


Even such a 


or Maximum e¢ash pre- 
scribed by code, may work a seri- 
ous hardship on the little man. In 
principle, uniform terms of pay- 
ment are desirable in an industry. 
They permit of easier and more 
accurate comparison of quotations 
and avoid the pernicious situation 
which arises when cash discounts 
become so great that they are in 
effect 


natory prices. 


trade discounts or diserimi- 


Yet in a number of industries it 
has been disclosed that reputable 


operators without extensive finan- 


~ 
~* 


LARGE MINE — A balance for prices 





cial or eredit resourees 
own, have customarils 
speedy return of then 


capital by offering long 


for prompt payment. 

two cases, considering 
ter of the customers as 
character of the busines 
dence has been very ¢o1 
to the propriety of sue 
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small operator 
the field to his finaneia 

competitor who ean and 
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D. L. TOPHAM 


RANSPORTATION is as old 

as civilization itself and even 
in its crudest form was necessary 
as a means to life, progress and 
development. Kipling said trans- 
portation was ‘‘civilization itself.”’ 
It is noteworthy that the greatest 
those who 


nations of today are 


have the most modern forms of 


transportation. Likewise the more 
backward and less civilized peoples 
are those who lack these facilities. 
No country in the world excels 
the United States in the extent, 
quality or diversification of its 
transportation systems. The _his- 
tory ot transportation development 
in this country is a romantic story, 
beginning with the canoe and filat- 
bottomed boat to trails and post 
roads, to the canal, the steam rail- 
road, the motor vehicle and _ air- 
plane. 
Use of railroad facilities made 
possible other kinds of transporta- 
tion service such as consolidating 
companies, freight forwarding com- 
terminal 


panies, companies and 


warehouse distribution; but none 
ot these performed a national per- 
sonal service. Neither they nor the 


railroads solicit personal packages 


* 


~~ 





KXPRESS—RUSH” 


An outline of the development of a 


little-known, but vital industry 


by 


D. L. TOPHAM, Purchasing Agent 
Holyoke Card & Paper Co. 


and they will not accept for trans- 
portation such valuables as gold, 
silver, money, jewels, ete. This is 
a part of the diversified service per 


formed by the express company. 
PACKAGE EXPRESS 

Nearly a hundred years ago the 
inaugu- 


‘‘package express’” was 


rated. It has since developed into 
a service both national and inter 
national in scope. 

First to conceive this idea was 
William F. 
passenger conductor on the Boston 
& Worcester railroad. Ile 


there was a large exchange of pack- 


Harnden. He was a 
noted 


ages between Boston and New York 
and believed he could suecessfully 
start such a venture. 

In the Boston 
Feb. 25, 1839 he 


commencing Mareh 4+ he would run 


newspapers of 
advertised that 
an ‘‘express car,’’ accompanied by 
a messenger, from Boston to Provi 
dence by railroad and thenee to 
New York by steamboat, four times 
This 


however, proved to bea carpet bag 


a week each way. ‘Sear’’ 


which he earried in person; and 
for several months this was ample 
for all the business. It was not 
long, however, before the mer 
chants realized the value of this 
personal service and business in 
creased so fast that in a short time 
he employed messengers and estab 
lished offices and other services. 
COMPETITION 
The sueeess of 
attracted 


various directions. 


this enterprise 
from 
In May, 1840, 


soon competition 


Alvin Adams began to operate bi 
York and 


a little later one of Harnden’s mes 


tween Boston and New 


sengers, Henry Wells, succeeded in 
from 
New York to Albany after the or 
igmator had failed to 


steamboat captains to handle pack 


getting Harnden’s business 


persuade 


ages for him on the Hudson. 

Wells was ambitious and believed 
express service eould be SUCCESS 
fully extended to Buffalo and even 
Chicago. In eonjunction with 
George E. Pomeroy, another ex 
press ploneer of that era, he estab 
lished the service to Buffalo and 
acted as his own messenger for ove! 
a vear and a halt. 


Wells with his packages would 


. solid trainloads. . . 


on r , 7 -] 
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RAILWAY EXPRESS 
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ALES do not just “happen.” They 
S need constant lubrication to bring 
successful results. Direct mail advertis- 
ing provides the lubrication to smooth 
the way of salesmen. The printed sales 
effort is economical. The problem is to 
select the best medium, at low cost, for 
carrying sales messages without sacrific- 
ing the appearance of the printed result. 


SARATOGA Super Calendered BOOK 
is the answer to this problem. Low in ini- 
tial cost and efficient in pressroom and 
bindery, SARATOGA Super Calendered 
BOOK is ideal for broadsides, stuffers, 
folders, catalogs and house organs. 
Oil your sales efforts with SARATOGA 
BOOK. Available in six pastel colors 
and white, through paper merchants. 


Send for this new Portfolio of 
International Papers which 
contains practical demon- 










strations of SARATOGA 
BOOK'’S printability. A re- 
quest on your business letter- 
head will bring a copy. 






Address All Requests to Sales Department € 


INTERNATIONAL PAPER COMPANY 
220 East 42nd Street, New York, N. Y. 


Branch Offices: ATLANTA BOSTON CHICAGO CLEVELAND PHILADELPHIA PIT1 
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board the train at Albany, ride to 
the end at Auburn, about 150 miles, 
take a stage to Geneva, where a 
train carried him and his packages 
to Rochester. Again he had to take 
a stage for Lockport, and there hire 
a private vehicle for Buffalo about 
30 miles away. 

In three years Alvin Adams - 
Adams Express — had established 
his line to Philadelphia, Baltimore 
and Washington. 

In 1845 Pomeroy sold out and 
Wells became interested in the com- 


& Co. were first on the ground but 
confined themselves to a forward- 
ing business between San Francisco 
and New York. Adams established 
its California Express to serve the 
gold fields and conduct a pony ex 
press letter’ business. 

Back East, competition had be 
come very keen and a new com 
pany, Butterfield Wasson & Co. had 
become a leading competitor. In 
1850 the American Express Co. was 
foreed to consolidate and merge al] 


conflicting interests. This new com 





“ 


pany which was reorganized and 
Wells took in an associate, William 
George Fargo. Together under the 
name of Wells & Co., they estab- 
lished routes west of Buffalo and 
eventually to Cincinnati, Detroit, 
Chicago and St. Louis. In the Ohio 
Valley only two small railroads 
were available so lake steamers 
were used in the summer and stages 
in winter. 


GOLD 

When gold was discovered in 
California in 1848 pioneers rushed 
in and the express companies did 
likewise, in order to establish them 
selves and take advantage of the 


opportunities. Livingstone Wells 


. . . they guaranteed protection . . . made good. . .” 


RAILWAY EXPRESS 


, 


pany covered the territory of the 
previous companies and extended 
its service across the Mississippi 
into Iowa and Missouri. 

It invaded the territory of 
Adams in the West and for this 
purpose Wells Fargo & Co. was 
organized in 1852. 

When gold was discovered in the 
Sierras, Wells Fargo provided 
transportation by stage coach lines. 
As mining camps were established 
throughout the region hundreds of 
transportation enterprises were set 
up. Wells Fargo was very active 
and placed its service on river and 
coastwise steamboats and stage lines 
out of Frisco and Sacramento to 


all gold camps and to all Pacifie 


coast points. It also established ; 
banking system through whieh it 
bought and sold gold dust and bu! 
lion. This company later organized 
stage lines of its own, handling pas 
sengers, mail and express and ex 
tended its routes through Nevada 
and Utah. 


PONY EXPRESS 

In 1860 ‘‘The Pony Express”’ 
was organized to operate from the 
Missouri river to Sacramento, Calif, 
This was undertaken by Majors 
Russell and Waddell. Relay riders 
cut the stage coach time from 14 
days to seven. But it was not suc 
cessful and was discontinued in 
1861. The stage coach was a haz 
ardous undertaking for those days, 
due to Indians, banditry, ete. In 
a ten-year period Wells Fargo alone 
was robbed of over $800,000 but 
they guaranteed protection ot ship 
ments intrusted to them and made 
good on every loss. 

During these vears the railroads 
were developing rapidly. The ex 
press companies kept pace with the 
advancing railroads and supple 
mented their service—that of mak 
ing personal or door to door pickup 
and delivery. 

As the commerce of the country 
expanded it encouraged a more 
unified service and this brought 
about consolidation of various com 
panies, until at the beginning of 
the World war there were only 
seven principal express operating 
companies. 

In passing vears the business had 
increased so that shipments aver 
aged over a million a day. They 
had more than 30,000 offices and 
operated on more than 12,000 
American passenger trains, giving 
employment to some 150,000 people. 
They owned their own vehicle fleets 
and were the largest owners of 
horses 30,000 horses and neces 
sary equipment. 


AUTOMOBILE 


With the advent of the automo 
bile the express companies were 
among the first to adopt it. Today 
‘t has entirely displaced the horse 
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and is used exclusively in pickup 
and delivery service. 

Our entrance into the World war 
in 1917 made transportation vital 
to the government and during the 
vear 1918, through the United 
States Railroad administration, the 
government required all the express 
companies to merge their opera- 
tions Into one company. Thus was 
created the American Railway Ex- 
press Co. which began to function 
as such on July 1, 1918. For the 
first time during express history 
there was a single unified service 
operating over 260,000 miles. 

With the close of the war the 
Transportation Act of 1920 per- 
mitted the American Railway Ex- 
press Co. to continue in private 
operation, 


RAILWAY EXPRESS 

Shortly after, the railroads de- 
cided it would be to their advan- 
tage to own and operate the express 
business themselves, so they organ- 
ized the Railway Express Agency 
Ine., whieh now handles the major 
part of the country’s express busi- 
ness. 

The express company was no less 
a pioneer by air than it was by 
land. Quickly sensing the advan- 
tage and value of swift service, an 
air service was organized in Sep- 
tember of 1927. Today the Agency 
has a coast to coast air transport 
system of 13,500 miles operating 
over routes of seven of the out- 
standing air transport lines of the 
country reaching 85 of the leading 
cities and towns of the country. 
This ineludes collection at point of 
origin and delivery to the consignee 
at destination. 

This is, of course, the speediest 
transportation in the country to- 
day. The flying time from coast 
to coast westbound is 2114 hours 


and eastbound 1914 hours. Com- 

pare this with the early stage-coach 

days when it required two weeks 

trom the Missouri river to San 
Franeiseo. 

Today the express company 
9° 


serves 23,000 cities and towns with 
dependable and regular service. It 


performs a service unique in itself 
and unique to this country. It in- 
cludes such special services as ¢.0.d., 
collection of notes, sale of traveler 
checks throughout the world, spe- 
cial services to tourists abroad 
through its foreign agencies such 
as travel information and personal 
attention. 


REGULATION 


Like the railroads, the express 
company has its own publication, 
approved by the interstate com- 





“ 
. 


merce commission, governing the 
classification of all shipments, uni- 
form throughout the country and 
the provisions under which they 
will be accepted. 

As a common earrier, it is sub- 
ject to all the laws, both state and 
interstate, that apply to the rail- 
roads. Its liability as an insurer 
of all goods intrusted to its eare 
guarantees the shipper safe trans- 
portation and delivery. 

Today the express company is 
still expanding its service. . Only 
recently in some cities, its vehicle 
fleets are being used by terminal 


facilities for the railroads as. a 


lieves the shipper « 





pickup and delivery 
freight shipments, an 
York the express comp 
menecing to perform 
pickup and delivery si 


The American Expres 


operates as a separate €0! 
the purpose of acceptil 
warding freight shipmen 


to foreign points. The 


f 


the ports in preparing 
necessary to clear shij 


making arrangements 


RAILW 


. cut the stage coach time from 14 days to 7. . .” 


steamship lines for water 
tation. 


With the except ion 


many of these services 
ive to this country. The 
countries whieh enjoy ex 
ice are Cuba, Mexic 
Alaska and the Philipp 
American Airways in | 


Contu 








GOT YOUR TICKET YET? 


For the N.A.P.A. Convention, 
mean. Of course it’s early yet 


when you’re ready we will make reser- 


vations for you on your favorit 
road. Just drov us a line. 
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ISHING is on oceasion face- 

tiously referred to as a disease. 
Perhaps it is, but the average dis 
ease will run its course without 
fatality, even without recourse to a 
physician, although a certain 
amount of intelligent treatment 
may hasten the recovery. It is true 
that we have a few so-called in- 
curable diseases but even they may 
respond to treatment in their in 
itial stages. 

But. whoever heard of even a 
mild case of fishitis that did not 
prove fatal? Ultimately the victim 


succumbs and the battine average 





SPRING 


A pleasant malady, 


by 


FREDERICK G. SPACE 


This article, except for minor 
changes, originally appeared 
in The Purchasing Agent. 


of this disease is only approached 
by that Inereasingly common mal 
ady familiarly known as golfitis, 
which, it must be admitted, is at 
present sweeping the country in 
epidemie form. No anti-toxin has 
as Vet been successfully developed 
as a combatant. Purchasing agents 
prove ready victims. Their search 
for new markets and their diligence 
in angling for its offerings is close 
lv akin to the fisherman’s search 
for the spot where the big ones lie 
and his deftness in tempting them 
to strike. 

The manner in which multitudes 
of competitors offer their wares, 
each selling similar goods, but one 
and all proclaiming their product 
as superior, reminds me of the rival 
claims of fishermen for their favor- 
ite variety of lure. The man who 
ean select the best from the midst 
of such rivalry ean qualify as a 
purchasing agent any time. Select- 
ing the best paint or soap or oil or 
lumber or what not would be a pie- 


nie for such a person. 


PREPAREDNESS 


While on a fishing trip last sum- 
mer I hooked a nice bass. He came 
close to the boat and was not show- 
ing very mueh fight. Then he 
flashed onee out of the water, which 
was enough, however, to quicken 
the pulse. I reached for the net, 
but a paddle had been carelessly 
thrown over it and this delay put 
me off my guard for a moment, and 
in that instant the fish darted un- 
der the boat, broke water on the 
other side, and was free. Not an 
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. Purchasing Agent 


Seymour Mfg. Co. 


uncommon experience but never- 
theless conducive to the use of ex- 
pletives which are not commonly 
found in print. 

A certain commodity may be of- 
fered vou with many claims as to 
its merits. Perhaps you reject it, 
only to find later that if compiete 
and accurate data on your require- 
ments in that line had been ready 
at hand its purchase would have 
been a profitable one. It pays to 
give attention to details. There are 
days and months whieh from time 
to time offer distinct buying ad- 
vantages, and likewise there are 
days and seasons which afford bet- 
ter fishing. When vou are tempted 
to overbuy consider the role of the 
fisherman who never throws one 
back and whose insatiable desire 
for a full creel over-reaches the 
law. Of course you admire him no 
end, and in like fashion business 
management probably admires the 
buyer who loses his good judgment 


in the face of a bargain. 


CHALLENGE 


It is late afternoon. You have 
followed the stream for miles. Just 
back there a 


missed your 


short distance vou 


footing on a mossy 
stone. The lengthening shadows 
offer little encouragement for any 
measure of sunlight that would be 
sufficient to dry your clothes. Much 
of the way has been closely over- 
hung with branches and three times 
Weari- 


ness overtakes you but indifferent 


vou have lost a choice fly. 


luck spurs you on, for who knows 
what may be just around the bend? 


A large boulder bars your way. 
Cautiously you peer over so that 
your lengthening shadow may not 
spoil your one chance. You notice 
a small waterfall and beyond a 
quiet pool. The huge knee of an 
old hemlock lies close to the water. 
You cast with fortunate accuracy 
and for onee the largest one fails 
That’s 
share with the boys that grand and 


to get away. when vou 
glorious feeling. 

The specification has reaehed 
your desk. It is an unusual item 
but vou accept it as a challenge. 


Then you notice that the material 
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must be in the day after tomorrow. 
No, let’s try. 
You burn up the wires. 


It can’t be done. 
The re- 
plies come in, one discouragement 
after’ another. The day is most 
over and tomorrow would be too 
late. The office boy places a card 
You recognize the 
What luck. 


Perhaps he carries that stock. You 


on your table. 
salesman and his firm. 
admit him. He reviews his list and 
there it is, the fourth item down. 
A long distance message and sure 
enough, again you have suecess- 


fully landed a game one. 


SALESMEN 

Thus far I have refrained from 
any reference to the salesman. The 
man who buys and the man who 
sells are fair targets to those who 
would play up their idiosynerasies, 
their merits or their weaknesses. | 
bow to the salesman who has main- 
tained successfully a sincerity in 
his greeting, a warmth in his smile, 
courage in his voice and confidence 
in his manner in the face of many 
months of discouraging business. 
s more than just a 


Such a one 
salesman.- He is a welcome am- 
bassador. 

All professions have a mixture of 
personalities, some few of whom 


“ 






may purpose well but who do not 
ring altogether true. May you be 
spared the type of salesman who 
cvesticulates, who blows in with 
ereeting hand extended while yet 
a full twenty feet from your desk, 
who pounds your table and who, 
with gusto and a flourish, would 
sweep you from your moorings to 
secure that coveted order. I re 
fuse to believe that sueh an ap 
proach is a natural one. He re 
minds me of the two gesticulating 
foreigners, neither one of whom 
could swim, but who kept afloat 
until reseued. 
‘*But you said you couldn't 
swim,’’ said one of their friends. 
‘*We couldn’t,’’? was the answer. 
‘*We just kept on talking.’ 
Such a salesman may keep afloat 
but he’ll never swim the Channel. 
If I were privileged to offer one 
suggestion to the new man on the 
road I would say: Be your natural 
self; be not eonecerned about the 
spectacular, know your’ product 
and you will win friends and, inci 


dentally, orders. 


GRANDSTAND 

There are fishermen who impress 
you as more concerned with form 
eatehing fish. They 


than with 


. . « what a satisfying experience!” 
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would keep to the open water so 
that all might see the distanee and 
accuracy of their cast and they 
would eall your attention to how 
well they do it. I know of a native 
son, a natural angler, who fashions 
his own lure, who thumbs his reel, 
disdaining the mechanieal anti-back 
lash, and who seorns not even the 
humble bullfrog as natural bait. 
ile is not concerned about an audi 
ence and he ventures into the out 
ot-the-way places. He believes that 
experience is the best teacher and 
is wise enough to profit by it. 

that’s the 
Did you ever go bobbing 


Fishing at night - 
sport ! 
for eels and do you remember how 
vou threaded the worms on a cot 
ton string, just a great wad of 
them, and then, if you were quick 
enough you would bring the eels to 
the boat before they had a chance 
to let go? Or perhaps it was bull- 
heads, the same variety that 
Huckleberry Finn used to eateh? 
They're marvelous eating, easy to 
prepare and with one or two deft 
turns they are ready for the pan: 
Who minds a punctured finger or 
two? 

Fishing at night is thrilling. You 
may choose a northern lake when 
the moon is full and find the quiet 
waters bathed with a path of silver. 
A seudding cloud may obseure it 
for a moment, but only to enhance 
its beauty later. A faint wind rip- 
ples the water, your boat rocks ever 
so slightly and the ripples in the 
path of light weave a pattern in 
the silver. From the shore the 
pines and hemlocks throw a mys- 
terious shadow far out on _ the 
waters and through their branches 
the soft musie of the night wind 
uplifts the soul. In the north those 
mysterious lights quiver in the 
heavens and you sit enthralled by 
the spectacle. 

RECOMPENSE 

Not such a good night for fish- 
ing, you might say, but neverthe- 
less you are sure to catch some and, 
man — 


what a satisfying experi- 


ence! It is a tonie for body and 
soul and next spring when business 


Continued on page 23 
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ANTS | eat eR At tag 


by 
J. K. NOVINS 


PURCHASING agent’s job 

is no sinecure at any time, 
but if he happens to be located on 
the West coast, you can depend on 
it he has his hands full. Time 
and distance are factors of tremen- 
dous importance to a purchasing 
agent whose office windows over- 
look the well-known blue waters of 
the Pacifie, and the problems these 
factors impose often are the cause 
of his failure to appreciate the 
well-known beauty of starlit west- 
ern nights. 

Take the ease of Charlie Duek- 
worth, who for many years held 
down a purchasing agent’s desk in 
a large plant in Ohio before taking 
the trail that led 
Bronzed by the western 


beyond the 
Rockies. 
sun, he now typifies the breezy 
mannerism of the native westerner. 

Charlie is what might well be 
called a typical western purchasing 
agent. He knows his nuts and bolts. 
But in the 
five years that he has been on the 


Hle is a shrewd buyer. 


Pacifie coast he has turned out to be 
more than a purchasing agent. By 
foree of necessity he has added to 
his range of specialized knowledge 
more than a smattering of traffic 
rules and regulations. In a great 
many western plants there are 
Charlie Duekworths who hold the 
hyphenated title of purchasing 
agent-traffie manager. 
WATER ROUTES 

When you meet Charlie in his 
small office you will find that his fa- 
vorite topie of discussion is marine 
Back in Ohio, Charlie 
had heard of ships that plow the 


insurance, 





From East To West 


With some tips for the shipper 
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77 


deep seas, but he never eared par- 
ticularly whether it took a boatload 
of bolts and nuts a week or a month 
to berth in San Franciseo. His 
range of marine transportation was 
limited to Great Lakes steamers. 
Now his desk is colored with nauti- 
eal charts and tables, and in his 
plant he is considered a walking 
encyclopedia on marine insurance. 
Why, only last week he delivered a 
learned address on the subject be- 
fore a loeal group of purchasing 
agents who, believe it or not, sat 
spellbound before the wave of 
nautical terms, and asked questions. 

When Charlie followed the sun- 
set trail in his slick roadster he was 
amazed at the number of trucks 
that he passed on the highways. 
Little did he realize then what an 
important part of his daily job it 
would be to aequaint himself with 
trucking facilities which now ex- 
tend like a spider’s web in the 
ereat empire beyond the Rockies. 
Last vear he saved his firm a mere 
$50,000 by availing himself of the 


. . . a fast trip is 16 days. . . 


” 


trucking facilities ext 
western territory, an 
goes by that Charlie does 
his firm $20,000 or $30,00( 
fie costs because of 
knowledge of trucking 
In California, wher¢ 
maintains plants, the 
266 points that cann 
by rail or water. At 
points shipments must 
direct. Imagine the fi 
purchasing agent would 
he brought face to 
problem. 


choice morsels of i 


the subject is the fact that 


are more trucks and t1 
panies in California 
railroad commission 
with any degree of 
majority of truck 
small fry, competin 
other on hauls, kn 
costs nor profits, 
their 


Charlie set out to n 


selves on 


independent investigat 


Among Mr. Duekws 
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ing facilities and costs, and he is 
now considered an authority on the 
subject. He is purchasing agent- 


traffic expert-trucking specialist. 
CONTAINERS 


It did not take long for Charlie 
to uneover other opportunities to 
create savings for his company. 
His firm received numerous ship- 
ments of chemicals which were 
packed in heavy wooden erates. In 
an effort to cut down some of the 
haulage cost, he experimented with 
fibre boxes. These did not, how- 
ever, stand up the rough travel 
Charlie 
tried another experiment. He went 


over great distances, so 
to one of the largest lumber mills in 
the Pacific northwest and there dis- 
cussed with the production engi- 
neers the advisability of combining 
fibre and lumber to construct a 
lightweight but stout container. 
This is much lighter than wooden 
crates, costs less, and has saved his 
firm thousands of dollars in freight 
charges. 

On the Pacifie coast purchasing 
agents are particularly concerned 
with the type of containers used 
by eastern manufacturers to trans- 
port their products the long dis- 
tances from points along the Atlan- 
tie and in the Middle West. Many 


. . . developed container, which corrected difficulties. . 


” 


a manufacturer with excellent man 
ufaeturing and distributing facili 
ties has erred in this respect due 
to lack of first-hand information of 
conditions peculiar to the western 
country. 

Recently a western purchasing 
agent related an actual incident to 
show how sadly lacking in knowl 
edge of practieal containers for 
lone distance transport some ot the 
eastern manufacturers are. For a 
number of vears his firm had re 
ceived shipments of acetic acids in 
ordinary barrels, and invariably 
these shipments were received in 
bad condition. Acetic acid readily 
attacks the wooden barrel. It was 
also found that the acid generated 
pressure under warmth or heat, 
which had a tendency to spring the 
staves, bulge the heads and force 
out the bungs. There was still an 
other factor that the manufacturers 
frequently overlooked, the fact that 
acetie acid is deck cargo for ocean 
transportation, and as such is sub- 


jected to econsiderable change of 


_ temperature in course of transit. 


NECESSITY — THE MOTHER 

Now, this purchasing agent knew 
the facts. He had taken the trouble 
to analyze the causes, and he re- 
peatedly communicated what infor 


mation he had to the manufacturers 


from which he laree 


Yet, de- 


instructions to 


purchased 
quantities of the product. 
spite his eareful 
manufacturers as to how the prod- 
uct was to be sent, the shipments 
continued to arrive time after time 
in most unsatisfactory and annoy- 
ing shape. Finally he had to take 
the bull by the horns, developed on 
his own account a type of container 
which corrected all of the diffieul- 
ties previously experienced, thus 
solving the problem for everyone 


coneerned. 





ACME 


UNLOADING PROBLEM 


A complaint frequently voiced 
by the western purchasing agent is 
that eastern sales executives do not 
always take the trouble to aequaint 
themselves with the conditions pe- 
This 


applies not only to containers em- 


euliar to the Paecifie coast. 


ploved to transport their products 
to the coast, but also to sales and 
service. Perhaps one of the most 
direct causes of this lack of under- 
standing is the fact that in a good 
many instances the western pur- 
chasing agent does not deal direct 
with the souree, but transacts busi- 
ness through a local sales agent. 
Here is a fact that may interest 
eastern sales exeeutives as well as 
western purchasing agents: 

Fifty per cent of the eastern 
firms who merchandise their prod- 
ucts on the Pacifie coast do so 


through sales agents. This figure 
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may understate the actual condi- 
tion. It may run as high as 60 per 
cent. The writer has checked these 
figures with a number of veteran 
purchasing agents, who assured him 
that they represent the real condi- 
tion existing on the Pacifie coast. 
In recent years there has been a 
tendeney to establish branch offices 
on the Paeifie coast, but thus far 
only 30 or possibly 40 per cent of 
the eastern manufacturers have 
taken this means of reaching the 
This 


leaves only ten or 20 per cent who 


western purchasing agents. 


deal direct with the purchasing 


agents through their eastern offices. 
SALES AGENTS 


In a number of instances the 
local sales agent set-up has been a 
thorn in the side of the purchasing 
agent. Many of these local sales 
agents handle more than one line, 
consequently they cannot give the 
time and the effort necessary to 
present the product as it should be 


CRATING IS IMPORTANT 





ACME 


presented. Some of the sales agents 


display a woeful lack of engineer- 
ing knowledge, their interests be- 
ing confined solely to sales strategy 
and the commissions they ean earn. 
Here and there you will come across 
sales agents who are exceptions to 
the rule, being in a position to ren- 
der service as well as sales coopera- 
tion. But one of the things that 
troubles the 


western purchasing 


agent is that every now and then 


he must deal with a sales agent who 


is here today and there tomorrow 
and in other ways cannot be de- 
pended upon to render intelligent 
sales service at the right time. 
Western purchasing agents have 
tried to mitigate this condition - 
simply beeause they have no other 
alternative but to contend with it 
by cooperating to centralize in- 
loeal sales 


formation bearing on 


agencies. Thus, at the offices of 
the Purchasing Agents’ Association 
ot Northern 


elaborate file is maintained in 


California, Ine., an 


which some 3000 loeal sales agen- 
cies are properly cataloged for ret- 
What a help 


this has been to purchasing agents 


erence of members. 


can be imagined after talking to 
those who have spent months in in- 
tensive search of sources for spe- 
cialized products. There is the case 
of one purchasing agent connected 
with a plant in central California 
who spent some six months trying 
to contact a manufacturer able to 
supply 214 ball bearings to be used 
in the manufaeture of tractors. 
After considerable correspondence 
with two-score manufacturers, the 
search narrowed down to three un- 
til one was finally found able to 
supply a ecarload of the product. 
In due time an order was placed. 
And it was then that the real dif- 
ficulty arose, the problem of ship- 
ping the ball bearings. 


“ 





. transportation represents large part of cost. . . 


The ball bearings wer 
in the freight car up to 
of the weight requirement 


lavers were then reinfore 


When the sh 


finally arrived at destinat 


planking. 


three-quarters of the bal 


had disappeared, having 


out doors during the rouge 


through mountain passes 
ert country. They wer 
over the tracks all the 
Cheyenne, 
Calif. 


F.O.B. 


While purchasing agent 
to deal direct with sour 
ticularly purchasing agent 


larger industrial orga 
there is one problem that 
lv arises. The eastern 
turer who comes out to 
to talk to purchasing age) 
to start out on the wrong 
talking prices f.o.b. New 
Philadelphia, as the cas 
whereas the purchasing 
San Francisco is really 


in prices at point of 
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Seattle. The point of 


rows down to transportati 
Owing to the great dis 
which separates the Atlant 
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Pulse of Business 


ESPITE some slackening in the 

upward movement of general busi- 
ness and industrial activity during the 
latter part of March, increases for the 
entire month were shown in most impor- 
tant lines, both before and after adjust- 
ing for seasonal variations. Comparison 
with a year ago reveals almost unbeliev- 
able increases in some lines, chiefly be- 
cause of the low level to which activity 
was reduced at that time. As a result, 
too much emphasis should not be placed 
on the usual method of reckoning. But 
looking back over the past 12 months, 
no matter how critical an attitude is 
adopted, it must be admitted that con- 
siderable progress has taken place. 

The greatest improvement among the 
major industries in recent weeks was in 
the automobile field. February produe- 
tion was up 120 per cent from 1935 and 
with March output estimated at 330,000 
units, a gain from last year of 180 per 
cent was indicated. Output was close to 
the level of early 1931 and not far from 
1930. While the labor situation was dis- 
turbing and retarded the upward move- 
ment not only in that industry but in 
several which expanded operations re- 
cently chiefly because of the gain in 
automobile production, the averting of a 
widespread strike removed a difficulty 
which beclouded the industrial outlook 
for some time. The means by which the 
settlement was brought about is so novel 
that its full significance cannot be under- 
stood as yet, but it certainly represents 
a progressive step in employer-employee 
negotiations. 

While the upward movement in steel 
production was interrupted in March, 
operations remained close to 50 per cent 
of capacity. The ten per cent increase 
in wages granted in late March, practi- 
cally restoring wage rates to peak levels, 
was generally taken to mean _ higher 
prices on finished goods. This was indi- 
eated by upward revisions in prices on 
some of the semifinished grades and re- 
sulted in larger commitments on con- 
tracts which expired with the first quar- 
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ter and an increase in orders for second 
quarter delivery. 

Output of cotton textiles also increased 
and coal and electric power production 
did not show the customary seasonal de 
cline in March, owing in part to the un- 
usually severe weather in the month. 
The former was higher than in any of 
the four preceding years and the gain 
from a year ago was nearly one third 
At the close of March power production 
was higher than for two years. 

Building contracts awarded in March 
increased very much more than season 
ally following a noticeable decline in 
February. The most encouraging factor 
in this field was that all types of build 
ing contributed to the upward move- 
ment. 

There was a greater-than-seasonal in 
crease in consumer demand reported in 
March and pre-Easter retail buying ex 
ceeded expectations in most eases. The 
gains from a year ago in dollar sales are 
exaggerated by the fact that prices have 
advaneed sharply in the past twelve 
months and most trade was very de- 
pressed a year ago because of the bank 
holiday. 

It seems significant that most of the 
improvement since the beginning of the 
vear has occurred with little actual ex- 
penditure of the huge volume of money 
allocated to the various recovery agen- 
cies. Funds for a large volume of pub- 
lie works’ construction were portioned 
out, but as yet little actual work has 
been started. It may be that actual work 
in this field will be in full swing when 
normal business usually experiences a 
summer lull. 

Demands from the Reconstruction 
Finance Corp. have declined and credit 
extensions are much below budget esti 
mates. The federal deficit on June 50 
probably will be much smaller than was 
expected early this year and no new 
funds are to result from the April 15 
financing, the issue being purely of a re 
funding nature — all of which point to 
improving conditions. 





YéeeIGRA eto 





cond 


ased 
tion 
| de- 
-un- 
mth. 
y of 
gail 
Lind 
‘tion 


arel) 
ISOl- 
e in 
ctor 
uild- 


love- 


1 in- 
d in 
y eX- 
The 
S are 
have 
velve 

de- 


bank 


F the 
f the 
l ex- 
oneyv 
igen- 
pub- 
ioned 

has 
work 
when 


eS a 


etion 
redit 
esti- 
1e 30 
1 Was 
new 
il 1d 
a FC¢- 
nt to 





I Te tee tt 





RS 5 OE SE 


ion Meda tie sheen 


Pag 


Commodities 


19 





WHOLESALE PRICES 





































































ies gegen U.S. BUREAU OF LABOR 1926=100 Sp 
= ; = / 
120 —— +— 120 
| ~ Vos ores a f aete 
ot a ; ' | 80 
wee, 784 COMMODITIES 2 
"Scene | eel o® 
| Pee, ae qe 
| new _ | ¢ Vi 
e °] ” 
60 —+—— : eT ae 60 
109 RAW MATERIALS 
i | , 
1926 1927 1928 1929 1930 1931 1932 1933 1934 ° 
COAL STEEL COPPER 


Production of bituminous coal con- 
tinued upward in March at a time when 
it usually declines and at the month- 
end output was higher than in the pre- 
ceding four years. Coal stocks on 
March 1 were down over ten per cent 
from the previous month and consti- 
tuted only 27 days’ supply. Contracts 
for the new coal year were closed with 
higher prices specified. 


COTTON 


Uncertainties regarding crop and 
market restriction programs have had 
an unsettling effect on prices and the 
cloth market has been quiet for several 
weeks. Spot cotton is still quoted above 
12 cents and domestic consumption is 
above a year ago, though foreign con- 
sumption is down. 


LUMBER 


New orders for lumber increased 
slightly in March and unfilled orders 
were up sharply from a year ago de- 
spite the fact that output was more 
than double what it was at that time. 
Prices have shown little change but 
are slightly below the peak touched 
earlier this year. Industry is operating 
much below capacity. 





Buying of steel was stimulated in 
late March and early April as price 
increases became imminent or actually 
were announced to be effective April 
10. Production which has shown little 
change in recent weeks, but has re- 
mained a little below 50 per cent of 
capacity for the entire industry, is 
much above the past two years and 
not far from the level of 1931. Re- 
cent increased orders indicated a rise 
in operations. 


ZINC 


Buying cf zinc in late March was in 
disappointing volume and prices de- 
clined slightly to 4.30c a pound. In 
early April some improvement was ap- 
parent in demand from galvanizers and 
the price on future deliveries advanced 
moderately, but it was still below the 
4.35¢ high touched earlier this year. 


PAPER 


Sales of many kinds of paper showed 
a distinct increase in late March and 
production has expanded. Boxboard 
markets have been rather irregular, but 
newsprint consumption continues at 
high levels. Prices have shown prac- 


tically no change in recent weeks. 


Prices of raw copper rose to 8'4c a 
pound delivered and activity in the 
market increased, following completion 
Both for 
eign and domestic buying has been in 
fair volume recently. 


of the long-negotiated code. 


Stocks continue 
large, but increased industrial activity 
should maintain demand for both fabri 
cated and raw materials. 


RUBBER 


Consumption of rubber has increased 
in keeping with activity in the auto 
mobile field, but prices weakened slight 
ly to about 11 cents a pound. Pro 
duction-restriction plans have mac 
little headway. 
in hands 


large, but they are down slightly from 


Stocks of raw rubber 


of manufacturers remain 


a year ago. 


& 
PETROLEUM 
Gasoline stocks have increased 
sharply in recent weeks and little buy 


ing in anticipation of spring business 
is apparent. Wholesale markets con 
tinue weak. Federal control of pro 
duction has encountered difficulties and 
output in latest week was over 100,000 
barrels a day above the minimum set 


by the control committee. 
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CAMPAIGNING with COLOR 


They have borrowed the rainbow to help boost sales 





COLOR PIONEER WAS CELLOPHANE ACMI 


HE latter-day craze for color 
in industry has dumped new 
worries upon 


purchasing execu- 


tives. How many and how taxing 
are these fresh burdens, many of 
the purchasing clan are just begin- 
ning to realize. The surge of color 
into manufactured products is but 
a part of the larger strategy of 
styling goods. All of which being 
in turn a part of the new-found 
means of making sales cannot be 
ignored by the staff officer whose 
primary job is buying; buying to 
sell again. 

This 
springing its own surprise on most 
of the 
Said 
‘*double life’’ of 


current color complex is 


disciples of buymanship. 
found in the 
this 
time out 


shock being 
eolor out- 


burst. From of mind, 
many purchasing agents have had 
to handle color requisitions as part 


of their routine. Until quite re- 


cently, though, the contact for the 
commissary officer was strictly one 
That is 


to say, stocking the essential ma- 


of serving physical needs. 
terial supplies. A purchasing exee 


utive obtained the best possible 
prices and deliveries on inks, or 
paints or other needed vehicles for 
into commodities. 


putting color 


And 
With 


lection of hue and shade, ete. the 


there responsibility ended. 


what went before the se- 


purchasing executive had smal! 


coneern. Nor need he give many 
a hang as to what came after, what 
his eolors did to the publie or what 
the publie did to his colors. 


DOUBLE DUTY 


Almost 
parable, all this has changed. Color 


overnight, speaking by 


has become a duplex story for the 
He still has, 
as of yore, the job of rounding up 


purchasing executive. 


by 


WALDON FAWCETT 


color materials and color-applying 
tools as needed. On top of that, 
he has to turn his guessing powers 
and his hunehing abilities to the 
twin task of making color in goods 
exploitable and promotable in mar 
keting and protectable against imi 
tative competition. At first glance 
a conservative purchasing executive 
might sav that such color-conscious- 
ness and color-plotting is entirely 
outside his bailiwick. Not so, ae- 
cording to the new view. Color has 


become so vital a faetor in eon- 


sumer-acceptance, in identification 
of goods (consumer-recognition ) 
and in store and show-window dis- 
play, that the purchasing executive 
must expect to be called into every 
conference to hateh eolor-policies. 
Why, the very circumstance that, 
under the new and nimble color 
deal, there are frequent and abrupt 
color shifts, makes it necessary for 
the captain of buying to sit in the 
color council if he is not to be 
caught long on obsolete stock by a 
color shake-up. 

Looking back a few years it is 
amazing from how many angles this 
new-fangled pressure of color has 
been bearing down upon unsuspect- 
ing purchasing executives. For ex- 
ample, buyers had one nudge to sit 
up and take notice of color, as such, 
when progressive plant superin- 
tendents hit upon the idea of paint- 
ing moving parts of machinery 
with splashes of the rainbow in or- 


‘Take No- 
tice’’ and thereby reduce accidents. 


der to silently signal 
Color eame to bat even more im- 
pressively in a matter-of-fact envi- 
National Ma- 
Builders’ association 


ronment when the 


Tool 


chine 
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standardized the dress of machine 
tools by adoption of ‘* Machine Tool 
Gray’’ and had wet samples and 
dry painted panels distributed to 
all members. The standardization 
slant of color was demonstrated 
when the prepared paint industry 
limited the 
which, with the addition of 


variety of colors to 28 
hiesk 


and white, makes 30. 


SALEABILITY 


Even this mounting industrial 
sensitiveness to color was but a 
curtain-raiser to the yet more re- 
cent capitalization of color as a 
means of giving individuality to a 
specialty and catching the public 
eve. It is this development which 
has sharpened the whole barbed 
question of when, where, and for 
how long color is a buy. Even at 
that, it’s no use to pretend that this 
dependence upon color as a sales- 
persuader is a wholly new and 
strange proposition. As long as we 
can remember there have been a 
few manufactured articles that sold 


largely ‘‘on their looks.’’? And 


looks meant color, more or less; 
color combinations and color de- 
signs. Here’s the difference since 
vesterday. Formerly, only a frae- 
tion of commodities were dolled up 
‘apture trade on the 


strength of their gay clothes. Now, 


so as to 
all are. No need to cite motor ears, 
or gas ranges, or bath room staples, 
as examples of this color ride. No 
use to soothe the rutty executive 
with the tip that the color spree is 
a passing phase. Color fashions 
may change — ah, just there’s the 
rub — but color as an element in 
manufacture seems to be here to 
stay. 

We may as well examine, just 
here, the above-mentioned poser of 
color eyeles in reaction upon in- 
dustrial purchasing. Gone are the 


happy days when toy express 
wagons were always red and photo 
cameras were always black. It’s an 
eternal ease of: Change all, and 
often, in the color using industries. 
Seasonal models are the rule, but, 
as though that were not enough, 


each revision of design is apt to 














GRASSELLI CHEMICALS 


° prompt shipment from a nearby 


Acetate of Lead 

Acetic Acid Commercial 

Acetic Acid Glacial 

Acetic Acid Pure 

Acetic Acid Redistilled 

Alum—Ammonia U.S.P. 

Alum— Filter 

Alum—Paper Makers 

Alum— Pear] 

Alum—Potash U.S.P. 

Aluminum Sulphate 
Commercial and Iron Free 

Aluminum Chloride Crystals 

Aluminum Chloride Solution 

Ammonium Nitrate 

Ammonium Sulphate 99.9% 

Aqua Ammonia 

Aqua Fortis 

Arsenic Acid 

Barium Carbonate 

Barium Chloride 


Barium Sulphate—Blanc Fixe 


Battery Acid 

Battery Coppers 

Battery Zinc 

Bi-Sulphate of Soda 
Bi-Sulphite of Soda Solution 
C. P. Ammonium Hydroxide 
C. P. Glacial Acetic Acid 
C. P. Hvdrochloric Acid 

C. P. Nitric Acid 





Send for booklet 


Albany » Boston » Birminghara 
Detroit 
Philadelphia » Pittsburgh 

San Francisco, 584 Mission St. 


C. P. Sulphuric Acid 
Cadalyte 

Cadmium 

Cadmium Anodes 
Cadmium Hydrate 
Cadmium Sulphide 
Chromic Acid 


Depilatory 

Duclean—Iron drum cleaner 
Electrolyte 

Formic Acid 

+. B.S. Soda 

Glauber’s Salt 

Glauber’s Salt Anhydrous 
Hypo-Sulphite of Soda Crystals 
Hypo-Sulphite of Sada Granulated 
Hypo-Sulphite of Soda Pea Crys. 
Indium— metal or oxide 
Inhibitor No. 3—Non-Foaming 
Inhibitor No. 8—Foaming 
Insecticides and Fungicides 
Intermediate Zinc 

Lactic Acid 

Mixed Acid 

Mossy Zine 

Muriate of Tin Crystals 
Muriate of Tin Solution 
Muriatic Acid 

Nitric Acid Commercial 

Nitric Acid Fuming 

Nogas 

Oleum 

Phosphate of Soda 

Phosphate of Soda— Anhydrous 
Phosphate of Soda— Mono 
Potassium Silicate Glass 
Potassium Silicate Solution 


Sal Ammonia 
Salt Cake 
Sherardizing Z 
Silicate of 
Silicate of 
Silicate of 
Silicate of 
Silicate of 
Silicate of 
Silicate of 
Silicate of 
Snowflake 
Sodium Si 
Soldering 
Soldering 
Slab Zinc 
Strontium Nit 
Sulphate of So \ 
Sulphate of Soda 7 
Sulphate of Zi 
Sulphide of So 
Sulphide ors 
Sulphide of Soda I 
Sulphide of S 
Sulphite of S 
Sulphuric Ac 
Super-Phosph 
Super Sulph ite 
Thallium Sulp! 
Titanyl Sulph 
Tin Crystals 
Tinning Flux 
ri-Sodium P} 
Zine Anodes 
Zine Chloride I 
Zine Chloride G 
Zine Chloride S 
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Whatever your requirements, just write, wire or phone our nearest office 


THE GRASSELLI 
CLEVELAND 


CHEMICAL CO. 


INCORPORATED 


OHIO 


New York and Export Office: 350 Fifth Avenue 
BRANCHES AND WAREHOUSES: 


. Milwaukee 


Charlotte » Chicago » Cincinnati 
New Haven » New Orleans 
St. Louis St. Paul 
Los Angeles, 2260 E. isth St 


Represented in Canada by CANADIAN INDUSTRIES, LT 


Acids and General Chemicals Division 


Montreal and To 


GRASSELLI GRABE 
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High for 95 Years 
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ACME 

COLOR TREND IN THE HOME 
bring a complete new crop of colors. 
Indeed, this past few years the fav- 
orite short-cut to novelty in indus- 
try has been to reseramble the 
colors without going to the expense 
of new patterns, dies, ete. 
P.A’S PART 

While, plainly, the purchasing 
executive is mightily concerned by 
the color policies of his house it is 
one of the moot questions of the 
age how deep he should plunge his 
finger in the color planning pie. 
Should the directorate consult the 
purchasing executive when making 
up a new color ecard? Is it up to 
the purchasing executive to prime 


himself by first-hand investigation, 
to give a qualified opinion if asked 
to east a vote in color elections? 
Here are the two questions that, in 
one guise and another, present the 
contrasting angles of approach to 
a very real problem. 

Much depends, of course, in so 
far as the purchasing agent pei 
sonally is concerned, upon the pol 
icy of headquarters. Not a few 
up-and-coming econeerns that pro 
duce goods in color have already 
recognized the wisdom of inviting 
the purchasing executive to sit in 
at the policy elinic. And the num 
ber of these concerns is steadily 
increasing as it has come to be 
realized that it is a mistake to allow 
the sales manager to run away with 
the eolor show without hearing 
what the purchasing agent has to 
say on the practical realities o1 
color prices and color supply. Sad 
lv be it admitted that not all in 
dustrial concerns have yet bee 
converted to the idea that the pur 
chasing agent can chip in as a con 
sulting expert on color. 

When the purchasing executive 
is left outside the fence and in 
some instances when he is suffered 
inside merely as a bystander — thi 
nice question arises of how muel 
this executive is justified in doing 


on the side in order to beat the gun 


STANDARDS BUREAU — where Uncle Sam tests colors 
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ACME 


with a knowledge of color in indus 
try. Among the far-sighted mem- 
bers of the fraternity the convie 
tion is growing that it is not a bad 
idea for the purchasing agent to 
be as conveniently color-wise as 
possible, even if his advice is never 
asked. Color in industry now plays 
so big a part in distribution, even 
unto such far corners as *‘adjust 
ments,’ *‘repossessions’’ and dis 
posal of discontinued models, that 
it is no mistake for the man at the 
buying wheel to know when color 
is a buy and when it is not a buy, 
even if nobody asks him or listens 


to his ‘*I told vou so.’ 


INFORMATION 

By set formula, the place to seek 
an answer to the conundrum when 
color is a buy should be the com- 
petitive market place. That is a 
poor recipe. Because the very es 
sence of strategy in color planning 
is not to trail, nor even to match 
rival color-pickers but to outguess 
them and out-maneuver them. This 
is not so difficult as it seems. A 
purchasing executive who deems 
the game worth the candle may, 
without too much trouble and with- 
out undue expense, develop a grape- 
vine telegraph system which will 
give him pretty complete informa- 
tion on color trends and color poli- 
cies. The method for systematic 
approach is well illustrated by the 
set-up in the textile and apparel in- 
dustries. 

In the apparel field little is now 
left to chance in the parade of sea- 
sonal colors. By means of the ma- 
ehinery of a Color Card associa- 
tion, and similar agencies, it is fea- 
sible to foretell well in advance 
what colors are to be most popular 
or most fashionable in any ap- 
proaching season. And, incident- 
ally, the foreeast of apparel has a 
message for purchasing executives 
far beyond the suit and cloak trade. 
A systematie color trend ean be 
counted upon in lines such as in- 
terior decorations, house furnish- 
ings, ete. In the same manner, the 
purchasing agent who is sufficiently 
interested may set up a little pri- 


Continued on page 28 
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SPRING FEVER 


Continued from page 14 


picks up you start on a rail journey to visit that 
source of supply which is failing to meet your de- 
liveries and you find yourself in the dining ear study- 
ing the menu. You turn it idly over and see the 
words ‘‘Come to Maine. The fishing is on and the big 
ones are striking.’’ Then you may be excused if the 
waiter must rudely awaken you from yvour daydream- 
ing. 

Here’s to the purchasing agent who ean see in the 
details and problems of his work a task that offers a 
reward to the one who faithfully pursues it and who 
in his intercourse with his fellow-man deals straight- 
forwardly and honorably and who will not clutter his 
mind with those things which hamper his clear vision. 
Such a man is also a good fisherman, for a good fisher- 


man is like that. 


PERSEVERANCE 

It may require faith and pluck to complete unfin- 
ished tasks when service in greener fields beckons, but 
there is a reward which transcends financial gain or 
popular applause to the man who dedicates himself to 
the task at hand and who will not leave the plough in 
the field until the last furrow is turned. 

A number of years ago there came to my attention 
the incident of a buyer being offered another position 
with his company, which financially at least, was an 
advancement but it would have removed him from all 
contact with purchasing. He had held the position of 
buyer for a relatively short time and he had the cour- 
age to tell his superiors he believed he should not leave 
the purchasing field at that time; in other words, his 
job still needed him. I am not aware of the subse- 
quent events in that buver’s career but I am sure that 
later advancement must have come his way. 

Have you observed the impatient fisherman who 
moves from place to place in his angling? A brief 
sojourn in one spot offers no reward so he moves on 
to the next. He hears a splash in the water over there 
so he must get after that one. Intimate acquaintance 
with the choice places is rarely his reward, for he is 
too impatient with his task. It might impress him 


could he have seen the big ones which his successor 
pulled from the pools he just left. 
WwW 
An editorial in the Toledo Times says: ‘*Don’t let 


yourself be sandbagged by doubt. Confidence has re- 
turned. Turn on more buying power. We can’t allow 
the recovery program to be tagged out on third base. 
It’s up to all of us.”’ 
WwW 

Bank deposits in Houston, Tex., have reached 
*175,621,272, the highest in the history of Houston 
banking. 














~ DIAMONDS 


VERY YEAR for over two decad 

chasing agents have been recon 
Mayers’ Diamonds. Our unexcelled 
ties for giving our custcmers best value: 
never more apperent than at the present 


A large stock of diamonds, accumulated 
favorable conditions, still enables us 
our prices low. . . . For this reason 
is a good time to purchase Diamond | 


ment and Wedding Rings. 


L.ECMAYERS CO. 


DIAMOND IMPORTERS — WHOLESALE JEWELERS 


545 FIFTH AVENUE 
NEW YORK 


— SALESROOMS cx . 
DOWNTOWN MAIN OFFICE PHILADELPHIA 
NEW YORK 545 FIFTH AVE. LAND TITLE 
(170 BROADWAY at 45¢h Street BUILDING 
AMSTERDAM — FOREIGN OF FICES —ANTWERF 
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ir you purchase a bond paper, you expect it to 


perform as nearly 100°; efficiently as possible. That 100° 


point has always been the constant objective of Champion. 


@ No paper is called upon to provide as many important 
qualities as a bond — cleanliness — strength — permanent 
color — good surface — strength—carbon copying ability 
erasing ability — not all of identical importance but as a 
total they must sum up to 100°,. 


@ Of the total perhaps cleanliness should be rated at 5°) 

surface probably 15°, — erasure about 20°) and so on. 
But the factor that has kept Daily Mail Bond at the 
closest approach to 100°, ever achieved by any bond paper 
has been Champion’s never ceasing effort toward making 
each quality element 100°, unto itself. 


@ The ability and desire of Champion to meet 
the challenges and demands of industry has 
been the important element in Daily Mail Bond 
maintaining its unusual degree of uniformity. 


THE CHAMPION COATED PAPER CO., Hamilton, Ohio 














FROM EAST TO WEST 


Continued from page 17 


to allow for the most economical form of transporta- 
tion. The fastest steamer will haul a load from the 
Atlantic to the Pacific in 16 days, the slowest in from 
18 to 21 days. Where rail-water transportation is used 
from a point in the Middle West, due allowance is 
made in time. For shipments from the East the 
western purchasing agent ordinarily anticipates his 
wants for 30 days ahead. Under extraordinary con- 
ditions of supply, such as at the present, he may allow 
sixty, even ninety days for a shipment to arrive. In 
most of the western plants there is close cooperation 
between the purchasing and production departments, 
to the end that orders may be placed with distant 


sources at minimum cost of transportation. In one 
of the largest oil companies a system has been worked 
out that has resulted in savings of hundreds of thou- 
sands of dollars. 

Each time a production department makes a requi- 
sition for material, the purchasing department figures 
the lowest transportation cost by rail or water, or 
both. If the shipment is to be labeled ‘** Rush,’’ the 
purchasing agent figures the difference in cost of the 
rush shipment and slow transportation, charging it to 
the department concerned. However, exceptions are 
made where the rush shipment cannot be avoided, due 
to an emergency requisition which could not possibly 
be anticipated. The various departments have become 
educated to the importance of transportation costs, 
and the purchasing department now has a much easier 
time of it. 


WAREHOUSING 


The same idea is employed by a branch store organi- 
zation in California. Formerly this company main- 
tained a central warehouse, from which merehandise 


was transshipped t 


» the various stores. The costly 
warehouse was abolished. Shipments are now made 
directly to the stores in sufficient quantities to meet 
their present requirements. The establishment of an 
efficient traffic department made this possible. Each 
purchase order 1s closely scanned in this department 
to determine the most economical cost of transporting 
the merchandise consistent with the urgency of the 
shipment. 

The departmental purchasing authority who placed 
the order with an eastern source is promptly advised 
the cost of shipping by rail, by water, by water and 
rail, by express, and by air. The time consumed by 
each form of transportation is noted. The depart- 
ment purchasing agents now think in terms of trans 
portation costs, therefore they practice greater care 
in anticipating their wants, and a great deal of money 
formerly wasted on expensive shipping mediums has 
been saved. 

Where the eastern manufacturer maintains a branch 
on the Pacific coast he is placed in a much more favor- 
able position both in the matter of selling and in serv- 
icing his eustomers. During recent years the number 
of branch offices has increased, due to the prevalence 
ot hand-to-mouth buying to meet current require- 
ments. The jobber, too, has oceupied an important 
position in the field of distribution. One of the ar- 
rangements frequently encountered on the Pacific 
coast is the carrying of a full stock in the jobber 
warehouse, with a factory sales representative who 
maintains his office at the jobber establishment to con- 
tact the trade. This arrangement is an ideal one as 


far as the purchasing agent is concerned. 




















LOCAL PRODUCTS 

There is one factor in particular which has led up 
to this development — local competition. As long as 
the western purchasing agent is dependent on the 
eastern manufacturer to supply the product he is 
content to place his orders far ahead of actual need. 
But let a local source of supply open up and the pic- 
ture changes. He begins to figure on 8-day delivery, 
thus putting the eastern source under a severe handi- 
cap. It will do well for eastern sources to bear this 
in mind when considering the advisability of establish- 
ing sales and distributing branches in the territory 
beyond the Rockies. 

When we consider produets manufactured on the 
Pacifie coast, such as food products, chemicals, lum- 
ber, ete., the problem of the western purchasing agent 
is much the same as that of the eastern purchasing 
agent. The sources of supply are in his backyard. 
On high priced commodities, such as silk, the traffic 
cost is secondary. But on low grade material, such as 
steel, transportation represents a large part of the 
cost, which the purchasing agent must watch elosely. 

The position of the western purchasing agent is 
different from that of his eastern brother in still an- 
other respect. The easterner is closely informed on 
The latter is 
concerned with electricity, with gas and oil fuels, coal 
being a minor item. 


coal eosts, but not so the westerner. 


And then, too, many of the industrial plants, par- 
ticularly those that have sprung up within the last 
two or three decades, do not compare in size and 
scope with the eastern organizations, so that frequent- 
lv the purchasing agent combines also the duties of 
Now 


and then we come across purchasing agents who com- 


traffic expert and marine insurance authority. 


bine also the duties of sales manager. 

All in all, the western purchasing agent must of 
necessity be a versatile fellow, ever alert to new ideas 
and new developments. 

WwW 

New construction awards in the 16 southern states 
during January and February of this vear, were more 
This 


increase, according to the Houston Post, has played a 


than double those of the same months in 1933. 


great part in strenethenine the general business situ- 
ation in the South. 


WwW 


Reports from Youngstown, O., indicate that the 
Carnegie Steel Co. plans to inerease production in 
view of the brighter outlook and that the purchase of 
rails is growing steadily. Mill operations in Younes- 


town continue at 56 per cent. 


WwW 


The Denver Post reported an increase of 25 per cent 
in the business done by the Rock Island railway dur- 
ing the first two months of 1934, as compared with 


1933. 


Officials of the road express great optimism. 
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ONE TOWEL IS ENOUGH 


IF IT’S AN 








CT GREEN 


DQUGLE-buTY 
TOWELS 




















ECAUSE of its double thickness . 
cause of its five to six times greater 


oo nti 


absorption ... because of its greater wet 
strength — one Evergreen Double Duty Towel 
does the work of several ordinary towels. 


This is not just a claim... it is a fact... 
proven in actual service at many washstands. 
And no better test of a towel’s drying efficiency 
has ever been devised than the washstand test. 
Anybody can make this test . . . and check its 
results, 


To you who buy towels the Evergreen 
Double Duty Towel means real economy — a 
lower per person cost. To those who use towels 
“Evergreen” means a linen-like softness and 
complete drying. 


And remember that boric acid, the safe 
antiseptic, is used to impregnate the fibres of 
Evergreen Towels and Toilet Tissues to pro- 
tect their users. This health safeguard . . 
exclusively Evergreen ... costs you no more. 


TOWELS AND TOILET TISSUES 
UN, USE THIS COUPON, PLEASE Sinn 
HOBERG PAPER & FIBRE CO., GREEN 


BAY, WIS 


Department 10. . . I should like to make the washroom test. Pleas« 


without cost or obligation a trial supply of Evergreen Towels and Toilet 1 
Individual 


Firm Name _ 


Street _ 





City State 


PROCESSED PartA 
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THE LITTLE FELLOW 


Continued 


ing fully as much a banker as he is 
a manutaecturer or merchant. 

Now what has all this to do with 
purehasing? The buyer is not par- 
ticularly interested in the size or 
capitalization of his source of sup- 
ply, SO long as it is adequate to in- 
sure proper attention to his re- 
quirements. In many of his deal- 
ings he is likely to subseribe to the 
principle of the prize-ring, that a 
good big man is better than a good 
little man. Yet the problem of the 
small enterprise is pert inent. 
Frankly, in studying some hun- 
dreds of codes from the consumer's 
view point we have been over the 
fence and back on this side again 
many times. 

FAIRNESS 

We are cognizant of the eco- 
nomies of mass production and in- 
We have tried 


to insure for the small man the 


tegrated industry. 


privilege of utilizing such compen- 


sating advantages as may be his. 


from page 


We have decried the use of a single 
vardstick or cost formula to meas 
ure and govern two enterprises 
fundamentally dissimilar in seoyp 
and plan of organization. Bh 
quently we have been in the po 
sition of championing the smaller 
units of an industry, though 1 

on the basis of their size alone. W 
have consistently advocated — the 


prineiple of quantity discounts 


which are the tool of large-seal 
operation. In the distributing 


trades we have generally found 
ourselves on the side of the large: 
though numerically fewer, dist 
bution outlets, as representing thi 
more direct and economical chai 
nels for moving the products 


industry. 


OPPORTUNITY 

The balance of economie advan- 
tage seems to be on the side of the 
big fellow. This is natural, 
from the historical standpoint hi 


can in most eases attribute his siz 





LESS COST! 


Longer Life—Faster Replacement 


When you save time in cupola, ladle or 
convertor relinings you save idle furnaces 


— money invested in plant equipment. 
BUCKEYE SILICA STONE 
is a natural fire resisting stone 


Send the coupon for list of those who 
have learned the secret of true economy. 





Name 


Company 


Address 


City and State 





THE CLEVELAND 
QUARRIES 
CO. 


Builders Exchange Building 


Cleveland, Ohio 





ot number oft 











ACME 


A THOUSAND COMPETITORS 


and influence to the fact that he 
nas more effectively met the exact 
ing demands of business. He who 
serves best. TTOWS. It may well be 
that by tomorrow another may 
lave risen to challenge the leader- 


} 


those who dominate to la 


ShnID of 


‘hat constant opportunity has beer 


the romance, the moving urge, and 
the salvation of the American 
scheme [It must be preserved at 

Cost The stress ot economic 


ire in this emergency must 
permitted To submerge ol 
today’s small enterprise 
which holds the hope of tomorrow. 
And therein lies the responsibility 
ot the reeovery program and the 
buying group toward Little Busi- 
Ness 

Each individual industrial group 
presents a different picture. Take 
the cotton textile industry — the 
argest manutacturing industry in 
the eountrs from the standpoint 
persons employed, 
but essentially an industry of small 
units A thousand competing com- 
panies, the largest of which repre- 
sents only three and one-half pet 
eent of the total spindles. Six 
undred eighty-eight companies 
among the active competitive tae- 


+ 


ors represent less than one-tenth 


f one per cent of the industry 


rie Two hundred and eighty 
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are so small as to amount to less 
than one per cent of the largest 
company. Obviously the problem 
in this case is not the small enter- 
prise versus big business, for, rela- 
tively speaking, the small enter- 
prise is the industry. 


DOMINATION 

But take a case near the other 
end of the scale, and one more 
nearly approximating the condi- 
tions as they are generally found. 
The industry is in the office equip- 
ment field. There are nine active 
units, four of which account for 
97 per cent of the business. As in 
most industries today, productive 
capacity is far in excess of any im- 
mediately visible demand. If any 
one of the four dominant com- 
panies were to return to a rate of 
production even remotely resemb- 
ling the conditions which we fondly 


oe 


refer to as ‘‘normal,’’ the preeari- 
ous margin of demand upon which 
five small enterprises contrive to 
exist would be erased. It is a very 
Yet it is highly 


important from the purchaser's 


imminent danger. 


angle that competitive sources be 
kept at nine instead of four. 

If the five little fellows in this 
industry were to be eliminated, the 
four remaining competitors would 
likely seoff at the idea that any- 
thing resembling a monopolistic 
condition had developed. It_ is 
quite probable that in this partieu- 
lar case, where the disparity in size 
is so marked, they would deteet 
little or no difference in their com- 
petitive position. But from the 
outside, objective viewpoint, the 
situation would be radically 
changed, and the change would 
bode no good to the buyers of their 


produet, which includes practically 
every business establishment in the 
country. It would require only one 
or two financial or corporate mer- 
gers of the sort so popular in re- 
cent years to develop a very dis- 
agreeable and dangerous situation. 
It is sound national policy and 
sound business in this instanee to 
protect the little fellow’s existence. 
HIGH-COST 

There is still a third reason. We 
noted above that all small enter- 
prises are not necessarily the ef- 
ficient, low-cost units of an indus- 
trv. More frequently, perhaps, they 
are the marginal producers, consti- 
tuting the upper fringe, small be- 
cause of their own shortcomings in 
the struggle for competitive advan- 
tage. The simplest illustration of 
this type of concern is the high- 
cost mine which goes out of pro- 
duction when prices drop below 
the level of its own operating costs 
but which stands ready to re-enter 
the market at the peak of the sea- 
son or on a rising price curve. 

Never a very formidable or in- 
fluential factor in the major swings 
of industrial history, such an enter- 
prise nevertheless plays an impor- 
tant role in checking any undue 
rise in prices and helps to establish 
for the price 


a natural ‘*ceiling’’ 


structure—a very comforting 


thought to the buyer in these days 


when most thought and effort is 
being expended in shoring up the 
‘*floors’’ below which prices shall 
not go. It is not without signifi- 
cance that these marginal produec- 
ers are very much in the picture 
at the present moment, in spite of 
the surplus capacity overhanging 


the market. Continued on next page 








CONVENTION PRE-VIEW 


Your own NRA problems and the relation of your job to the codes will 
be discussed in formal meetings and in open forums by outstanding repre- 
sentatives of the Administration at Washington. 


You will leave the Cleveland Convention better equipped and with a 
clearer conception of your position in the economics of business which 
will aid you greatly in the efficient handling of your company’s problems. 


Write us for reservations — hotel, rail, air, boat. 


Remember the dates: June 18, 19, 20, 21. 
Cleveland 








| Here is a mill-brand rag- 


content onion-skin paper that 
| saves money for you twice: 


ONCE ... in your postage. 
Perfectly appropriate for air-mail 
letterheads, it will also save many 
a three-cent stamp in ordinary 
branch-office and sales-depart- 
ment correspondence, re ports, 
etc. At times this paper may save 
literally hundreds of dollars to 
your advertising man; he should 
have a copy of the little portfolio 
pictured above. 


AGAIN .. « in your office 


records, price sheets, loose-leat 
sheets, forms of a dozen kinds. 
MILLERS FALLS ONION SKIN 
saves space, saves weight. Its six 
colors help cut down confusion. 
Its strength makes it stand up 
Its cockle finish makes it easy to 
handle. 


Coupon brings you sample book 
and portfolio 


Millers Falls 


Onion Skin 


WATERMARKED 
Rag Content 9 Lb. 
White and Six Colors 
Cockle, Glazed or Dull 


MILLERS FALLS 


PAPER COMPANY 
MILLERS FALLS, MAss. 





MILLERS FALLS PAPER CO. 
Millers Falls, Mass. 
Gentlemen: Please send us Sample Book 


and Specimen Portfolio showing com plet« 
line of MILLERS FALLS ONION SKIN 





COMPANY 


ADDRESS 


ATTENTION 
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It is altogether wise and fitting, 
that the 
gram has made the stipulation that 


therefore, recovery pro- 
nothing shall be done to oppress or 
eliminate the small operator. It is 
that the 


administration has 


even more commendable 
policy of the 
been to avoid the obvious, mechani- 


eal means ot achieving this end. 


ALLOCATION 
Many 


planning have advocated the easy 


proponents of industrial 


solution—the allocation of business 
so that each unit, large and small, 
shall have its ‘‘share,’’ allotted by 
formula and by law. Obviously 
the little 
of eontinued existence, but at what 
a cost! = It 


of thoughtful analysis to see that 


fellow would be assured 


needs but a minimum 
the three important reasons for his 
continued existence as a part of the 
economie scheme are utterly disre 
evarded. 

In the first place, under an allo 
cation plan he would be rather 
permanently assigned to the minor 
role, lacking not only the incentive 
but the very opportunity to grow. 
Ambition, the life-blood of the smal! 
The 
potential 


enterprise, would be stifled. 
salutary threat of his 
gvrowth to a position of greater in- 
fluence would be lacking. He would 
be protected, true, but with the 
sort of protection which we extend 
to social outlaws — with manacles 
and narrow cells. 

Secondly, while ostensibly pre 
venting monopoly, allocation actu 
ally breeds all the evils of a mo- 
nopolistie regime. Being assured o1 
a given proportion of the business, 
there is little incentive for competi 
tion in price or service, or for tech 
nical development. Even the profit 
motive is minimized, for it ean be 
more easily achieved by an advance 
in price than through a reduction 
of costs. The only publie safeguard 
would be governmental regulation 


of profits and control over maxi 





AIR, BUS OR BOAT? 


June will find ’em all crowded with 
P.A’s, Convention bound for Cleveland. 
Better let us reserve space for you. 
Just drop us a line. 














CAMPAIGNING WITH COLOR 


Contin d 
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vate intelligence service that will 
discount the coming dawn in aut 
enamel colors or 


mobile eolors or 


whatever be the line of interest. 
In one respect, the purchasing 
agent is in an exceptional and su 
perior position when it comes to 
marshaling color reserves. He is 
in position to know ahead of any 
body else in his organization of 
changes or prospective changes in 
And it 
is not infrequently just these re 


conditions of color supply. 


visions of stock range that set thi 


stage for a tinkering with eolo 


policies. How this works out may 
be seen in the ease of the officially 
approved dyes which are emploved 
throughout the food industries for 
the artificial coloring of foods and 


drinks. 
FOOD DYES 

To be aeceptable under the Fed 
eral Food and Drues Act. dyes fo. 
use in food products must be to 
‘certified’? by the U. S. De 
The de 


partment has a special laboratory 


mally 
partment of Agriculture. 
which is continually testing and 
checking up on coloring materials 


to ascertain their harmlessness. In 


consequence ot this censorship it 


falls out that 


the color list is con 
stantly subject to change. New 
colors are added to satisfy an ex 
isting or expected demand. Old 


colors, that have lost their pull, are 
dropped. Now it follows that here 
is a job for the purchasing agent 
in an 


‘‘industrial kitehen’’ if he 


chooses to shoulder it. If, by keep 
ing his ear to the ground, he ean 
obtain advance information on ped 
igreed colors for food that are go 
ing or coming he should be in a 
position to light up the mysteries 
of what is the best buy in food 
colors at any given moment. 

Let us turn now to the other side 
of the picture, the more baffling but 
not less vital question of when color 
is a buy as a protectable asset. It 
is one thing, and no minor chore, 
at that, to buy color for industry 
with an eye to dependability of 


supply and chances of suecess as 


best-sellers. It is something else 


again to pick eolors or devise a 


eolor plan that can be fenced off 


for the sole use of the original 


adopter as exclusive industrial 


property. Beeause, as the reader 


doubtless knows, color eannot be 





mum prices, and these are not pro 
posed as a part of the plan. 


Thirdly, the marginal or hig! 


cost producers, crowding in unde 


the umbrella would wholly — los 


their efficaey as a brake upon thi 
upward surge of prices and as 
introducing a and 


means of new 


additional weight of productive ca 


pacity when the supply-demand 


equation threatened to become un 


balanced. Being permanently a 


part of the active industry, they 


would serve only to reduce the 


average level of efficieney and add 


to the general burden. 
PROBLEM 


Altogether it is a distasteful 


prospect, and, except in the ease of 
industries where 


natural resouree 


conservation and factors of nation 


al wealth and defense are vitally 


eoneerned, allocation of business 


offers little and demands much 
from the eonsumer. 
It is easy to grow sentimental 


about Little Business. It is a prob 
lem, however, that requires not sen 
timentality but sane mentality in 
its consideration. The buyer 
armed with a proper conception of 
the situation and the various long 
range tactors that are involved, 
ean help materially in arriving at 
a proper solution, that will serve 
both his own interests and those of 
national 


sound policy, where the 


eodes, thus far, have been able to 
little Paradoxical as 
better 


business can only come when Little 


ofter relief. 


it may sound, bigger and 


Business has its echanee to live and 


Crow, 








fo 

















And 
trade 
Yet is there no nest egg 


patented or copyrighted. 


color, as such, can’t be 
marked. 
in. industry 
for the long pull than a color clue 
that Mr. 


his wife will habitually 


much more valuable 
Everyday Consumer and 
remember 
and recognize as the guide-post to 
the kind they have always bought. 


SALES TIEUP 

If the purchasing agent has see- 
ond sight as to when color is a buy 
for identifying purposes he is in 
a position to save his executive as- 
heart burns.  Like- 
fortified against 
buying blunders resultant from the 


sociates some 
wise he is eolor 


false expectations of principals. 
For the purchasing executive the 
secret of this entire maze rests in a 
realization that whereas color ean- 
not be a trade mark in name it may 
No busi- 
register blue, or 
ereen, or ’, S. Patent 
Office at But 
manipulators, who know the ropes, 


be a trade mark in facet. 


ness house may 
yellow at the | 
Washington. eolor 


may entrench color against every 
copyeat in the business by the eon- 
tinuing ruse of so associating a cer- 
tain color or colors with specifie 
goods that any grab at the reserved 
color amounts to unfair competi- 
tion. 

Maybe it isn’t precisely the job 
of the purchasing executive to se- 
lect single handed the color that is 
to serve as a badge of commodity 
But if it is 
be 


surprised to find how many consid- 


origin or ownership. 
his dish, even partly, he may 
erations enter into the shopping for 
Visibility 
recognized as a 


color. has come to be 
factor. 
Which explains why so many in- 
dustrial 


weighty 


coneerns have suddenly 
tied up to the black-on-yellow mix- 
ture which Unele Sam has scien- 
tifically ascertained to be easiest on 
the eves. The ‘‘fading’’ hazard is 
another color gamble that is mathe- 
matically measured in the new cult, 
especially are dis- 
plaved in show windows exposed 


to bright sunlight. 


for goods that 


One of the sensations of the un- 
folding art of suiting eolor to the 





FOUR YEARS USE PROVES 


we me Oe ee ened, Tel. B Gare) 


damage in transit. 


ical packing material. 





COUNTRIES 


CREPE “WADDING 





Hcw General Steel Wares, Limited 
Canada, use KIMPAK to protect fine 
enamel surfaces from chipping an 
breaking. In a recent letter, N. Lamont 
London Foundry Manager, says, W<« 
have been using KIMPAK for the past 
four years in the crating of our range 
and the same has proven very satisia 
tory. We are satisfied that by using 
KIMPAK we are able to ship fully 
enameled ranges across the countr 
with a minimum of breakage.” 


FEW months’ trial is all that is needed to convince manufacturers of the 
effectiveness of KIMPAK Crepe Wadding in protecting their products from 
Chipping and breaking of enamel finishes, marring and 
scratching of fine wood surfaces, are prevented through the use of this econom- 


Because it is easily applied, KIMPAK saves time and 


labor in packing and, in addition, when products are unpacked the customer is 


more than pleased with their appearance. 


Try KIMPAK and see for yourself the results it produces. You'll find it a safe, 
resilient crepe wadding—free from dirt, grit and foreign substances. It comes in 
rolls, sheets and pads to meet every need. Write for free samples and costs. 


Kimberly-Clark Corp., 8 So. Michigan Ave.,Chicago; 122 E. 42nd St. 


510 W. Sixth St., Los Angeles. 


, New York; we 








KIMBERLY-CLARK CORPORATION 





product has sprung from the dis- 


covery 


means of commodity 


and 


an 


that color 


armor 


may 


to 


NEENAH, WISCONSIN 


safeguard 





double as a 
identifieation 
the 


. color list is constantly subject to change. . . 








product. This color doctrine go 
its 


months ago when specialists of 


biggest boost not so mat 


Continued on 


” 
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SOME SIDELIGHTS ON SPEED 


CHICAGO 
plant put three boxes on its 


A manufacturing 
shipping floor at the close of the 
business day. One was marked for 
delivery to a Chicago firm, the see- 
ond for delivery to a San Francisco 
the third to New 


The next morning each of 


company, and 
York. 
these boxes had been delivered and, 
measured in terms of business 
hours required for transportation, 
New York. 700 


San Francisco, 


miles 
2000 


away, and 


miles away, 
were as near to the Chicago manu- 
plant as the 


facturing company 


four miles away in the same city. 
Why? 
three-mile-a-minute, 


Beeause the advent of the 
multi-motored 
passenger-express plane has mac 
poss ible overnight deliveries to 
points as distant as 2300 miles. 
There are several reasons why 
air express, in the United States, 
has grown from 12,000 pounds in 
1927 to 1.660.000 pounds in 1933, 
1934 to date showing an in 
170 
former record of 1933. 


with 


erease ot per cent over the 


These rea 
sons inelude: 


(a)  Radieal reductions in an 





EXPRESS— RUSH 


Continued from page 11 





South America performs a limited 
service between its airports only. 
The 


railway express service has kept 


growth and expansion of 
pace with the development of the 
nation. It has contributed greatly 
to the comforts of the people by 
performing a service making it pos- 
sible for the rural population to 
trade at the large cities on either 
a eash or ¢.o.d. basis. 

Years ago it was a familiar sight 


to see the express car on every pas- 


senger train but today we have 
solid train loads of express moving 
between the large cities. These 





. no less a pioneer by air. . . 


trains move when we are asleep 
messengers of the night perform- 
ing a personal door to door servic 
and moving perishable goods that 
reach you in their original fresh 
hess. 


The expressman of today is typi 


eal of a service that has met th 
needs of the American people 
throughout the nation from. its 


earliest days and will continue t 


be one of the most highly developed 


agencies for the distribution and 
exchange ot manufactured = and 


agricultural products with safety, 
dependability and courtesy. 


” 


- 


express rates, whieh are now on! 
one-third of what they were thre 
vears ago. Some examples: _ five 
New 
York, $1.54; to Chieago, $1.34: to 
Los Angeles, $5.54; to Dallas, $3.24. 

b Much 
passenger 


1934 


liner, carry express, and the speed 


pounds, from Cleveland to: 


faster service. Al] 


planes, ineluding — the 


tvpe of three-mile-a-minut 


today is 50 miles an hour faste: 
than it was when the rates were 
higher. Typical of present day 


speed possible with the three-mil« 
a-minute, multi-motored passenger 
CXpPLress 


transports these ex 


United Air 


are 


amples, furnished by 


Lines: Cleveland to New York, 2! » 
hours ; to Chicago, 214 hours; Cali 
fornia to New York, 19% hours: 


California to Chieago, overnight 
service, 14 hours; overnight service 


New York to Dallas. The 


eoast-To-Coast service is SO fast that 


trom 


only one-half of one business day 
is lost. 

There 
plane 
service to 44 of the 48 states. By 


¢ Nationwide service. 
is direct passenger-express 
the use of connecting rail services 
there is also air-rail express sery ice 
to 25,000 cities and towns in the 
United States, and one bill of lad- 
ing covers both air and rail hand- 
ling. 

d Increased dependability ol 
air express. The passenger-express 
planes operated on regular daily 
schedules in the United States ear 
ried 568,000 passengers and 1,660,- 
000 pounds of express, plus approx- 
7.800.000 


imately pounds oft aw 


mail (the air mail contraets wer 
not cancelled until February of this 
established 


the enviable reeord of completing 


year The air lines 
95 per cent of approximately 50, 


000,000 miles of scheduled flying. 


¢ New methods of doing busi- 
ness. Just as the automobile broke 
down established merchandising 
habits, the airplane is already re- 


vamping long established sales and 
distribution methods. 
effective argu- 


One of the most 


ments whieh can be made for thi 
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larger use of air express was con- 
tained in a survey made by the 
traffie manager of a large corpora- 
tion, who was assigned to study 
the possibilities of air express. The 
arguments he found in favor of air 
express were : 

1. Air 
markets by inereasing your area 


express opens up new 
of economical distribution by 300 
per cent through the reduction of 
time in transit to one-quarter its 
former time. 

2. The areas served by air ex- 
press include 90 per cent of the 


manutfaeturing facilities of this 
country. 
3. Inventories ean be redueed 


60 per cent by use of air express in 
a hand-to-mouth buying system. 
(Quick delivery brings repeat busi- 
ness } 


4. Advertising value of air ex- 


press. 
5. Combined air-rail express 
reaches over 21,000 cities, using 


14,000 miles of high speed airlines 
and 213,000 miles of railroads. 

6.. Free pick-up and delivery 
per cent of 


system in 65 cities 


served. 


COLOR CAMPAIGN 


Continued from page 29 








federal government proved beyond 
question that green wrappers or 
containers will defy raneidity in 
food products. 

Set over against that double em- 
ployment of color, was a move in 
the opposite direction — an under- 
taking within industry of a ecam- 
paign to outlaw the use of colors 
capable of performing deceptive 
tricks, 
this last reform is working out is 


The prize example of how 


seen in the macaroni industry. On 
their own initiative, and incident 
to working out an NRA code, a ma- 
jority of the leaders of the maca- 
roni industry got together and 
agreed that, heneeforth, the stigma 
ot ‘“‘unfair’’ would attach to any 
colored transparent wrappers for 
noodles, ete., which hinted to the 
eve of the layman that the product 
carried a larger proportion of egg 


content than was actually the case. 





DELTA FILINGS 


START{Deltas off on a race with ordinary 
files. It is a good sporting proposition and 
an interesting one. But more than that the 
results will open up the way to new econ- 
omies in your plant. 

Select two workmen of equal ability. Give 
each an equal bar of metal, clamped in up- 
right position in a vise. Let the race run for 











OTHER FILINGS 


DELTA FILES 





You will see that Delta fil 


kind of filings. 
ings are long chips (like those from a sharp 
lathe tool) instead of fine dust. Next, weigh 
the filings. You will find the Delta file has 
removed at least 25°%, more metal. 


It is better, naturally, to conduct an all-day 
test. For, the longer the competition, the more 
pronounced is the superiority of Delta files. 


sixty seconds (approximately 55 strokes), 


; onsider what a saving of 25% (or more) 
catching the filings from each. C . Ving o ( ore 


means in all your filing time. Surely you 
will decide to standardize on DELT AS 


Now for the decision! First compare the 


& DELTA FILE WORKS @) 
4837 James St. (Bridesburg), Philadelphia, Pa. 














WE SPECIALIZE in even 
grained, even tempered 


NICKEL SILVER for 
SPINNING 


HE spinning of Nickel Silver 
[ calls for a good spinner, but 
the best of spinners can’t get a 
perfect. shell from an imperfect 
blank. If spills, pipes and uneven 
temper are present in the sheet in 
the first place, they will show up on 
the chuck in the second place 
which is the wrong place. For then 
even a genius can’t iron them out! 







We concentrate on the manufacture of even grained and even tempered Nicke! 
Silver for spinning. Years of laboratory testing of each heat as it comes from 
the casting department have evolved a uniform degree of excellence 
which is now acknowledged as standard by many silverware, trophy iS} 
and novelty ware makers. 

FOR 
SERVICE 


May we send you samples for test purposes ? 


THE SEYMOUR MANUFACTURING CO. @ 55 FRANKLIN STREET @ SEYMOUR, CONN 


SEYMOUR sitive. 


SILVER 





IBELLEVUE PURCHASERS’ LIBRARY 
ST RAT FO RD oe and Practice of: Bell, two vols., 532 pages: 


cloth, A thorough treatment of the uses of modern 
accounting methods in present-day business. 

Air Brakes: Ludy, 223 pages, 160 illustrations; cloth, $2.00 
Presents in clearly understandable form the secrets behind 
modern air brakes for steam and electric railroads, street and 
interurban railways 

Auditing: Graham, 221 pages; cloth, $2.00. An unusually 
thorough book written by a well known authority on the 
subject. Prepared in a clear and interesting manner. 

Aviation Engines: Kuns, 204 pages, 100 illustrations; cloth, 
$2.00. Deals with the latest developments in airplane motors 
Excellently illustrated. 

Blueprint Reading for the Machine Trades: Fortman-McKinney, 
154 pages, 89 illustrations; cloth, $1.50. An exceptionally 
clearly written book on this very important subject. 

Electric Lighting: Harrison, 202 pages, 118 illustrations; flexible 

binding, $2.00. The problem of domestic and industrial il 
| lumination is treated from all angles. 














a 





Elevators: Jallings, 401 pages, 278 illustrations; cloth, $2.50. 
Deals with the development and design of elevators of all 


types hand power, belt driven, worm and gear, steam, 
YOUR HOME IN . 


hydraulic, electric 
PHIL ADEL PHIA Estimating: Nichols, 109 pages, 25 illustrations; cloth, $1.50. 
: i ’ ae Contains complete information for estimating costs in all build 
A hotel that lives up to its fine traditions ...an un- ing operations 
hurried hospitality reminiscent of an Older Philadel- Financial Management: McKinsey, 2 volumes, a pages; — 
= ae $3.00. Gives complete data as to the principles and problems 
phia, and its charm. .. a cuisine that bespeaks the ot ities Sedan wi -_ cai: 
wizardry of world-famed chefs... plus every mod- Forging: Bacon-Johnson, 113 pages, 104 illustrations; cloth, 
i $ 25 le iled study of i¢ ; rge ractice : s 
ern, thoughtful regard for your comfort, convenience ati : st ‘ ye : " me bo ig ny in all it 
yrancnes, nciuging gdrop forging, cCoic Oo g >, Ce 
and pleasure ... all at most reasonable rates. 


Claude H. Bennett, General Manager 


| 








ADVERTISERS’ INDEX 


BELLEVUE STRATFORD HOTEL 
Philadelphia, Pa 


JOIN YOUR ASSOCIATION a 


bond papers 





CLEVELAND QUARRIES CO 
HERE is no doubt as years roll on, more and more attention inieal. @ tMnaneletin of 


is paid to purchasing, and higher and higher in the eae ees 
councils of his company climbs the purchasing agent. In all Philadelphia, Pa. Manufacturer of high grade files for all 


Buckeye Silica stone for 
ladles, cupolas onvertors 


; purposes 
mergers increased earnings are predicated on diminution of aiate aia niin ; 


executive and administrative overhead, mass production, Cleveland, O. Manufactures chemicals of all kinds for all 
industries 


elimination of overlapping sales efforts and economies in HOBERG PAPER & FIBRE CO 
sal Wis 


Green B Manufacturer of toilet tissues and towels 


consolidated buying. So that nowadays you always see cet Gelteainiih anil allan daeodeninn 


purchasing linked with the other major departments of a [INTERNATIONAL PAPER CO 


, : é , New York, N. ¥ Producer and distributor of a wide line of 
business. * * * The National Association and our local office and business papers, commercial and industrial paper 


j i and products 
meetings have done much to improve us in our jobs and above Te ae 
. \ > EIN I tA t 
all to earn for us recognition as one of the indispensable Se ee pee 


' paper products for packing and packaging. 
departments of a business organization. os is ania bi 


e ' New York Manufacturer and distributor of jewelry, silver 
Dr . W RUSSE, Secretary anda vare, leather goods and art wares 


LUKENS STEEI ) back 
Director of Purchases, aan tt 


t a plates 
Mallinckrodt Chemical Works. MILLERS FALLS PAPER CO 


Millers Falls, Mass Products are rag-content ledgers, onion 


¢€ skin ndex bristol nd bonds 


PULMOSAN SAFETY EQUIPMENT CORP 


cover 
Manufacturer of standard and special steel 


Brooklyn, N. ¥ Maker of a complete line of respirators, 


The Executive Purchaser is not the official! organ of nor in goggles, helmets 


; first-aid equi} L 
any way connected with any association, but it subscribes to ccement 3 5 eek ie 
the ethics and principles of the National Association of Pur- ow, 4 teel ware 


chasing Agents. You are urged to join. Your inquiry to SEYMOUR MFG. CO 


masks, safety clothing, fire-fighting and 


house with plants in all principal 


- a 
Seymour, Conr Manufacturer of extensive line of metal 
specialties 


this office will be promptly forwarded to the association 


STERLING GRINDING WHEEL CO 3rd cover 
secretary nearest you. Tiffin, O. Offices at Tiffin, Chicago and Detroit. Manufac- 


tures large line of artificial abrasive wheels. 

















